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All in the family 
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Doing it right 
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Aloha 
Ownership restructuring boosts Hawaii agency's success 
Honey, | shrunk the client base 
Texas agency reduces number of clients, increases revenue 
Being different and making a difference 
Dawson Insurance is a standout in the Fargo/Moorhead environs 
Creating a new paradigm 
McCart Group opts for consultative selling only 
Meeting client needs 
Automation is the key that “lets us be an independent agency ayain” 
The next generation comes home 
Third generation expands this Vermont agency toward regional agency status 
Teamwork is a core value 
This Northwest agency stressed teamwork long before it became a buzzword 
Doing old things the new way 
Relationships, service and underwriting are constants, but implementation is new 


Making its mark in the Midwest 

Harleysville looks to “build something special” with agents 
The “2” factor 

The Hanover’s Zuraitis builds a “culture of execution” that puts agents first 
Stow it! 

MiniCo helps agents capitalize on the growing self-storage business 
Teaming up 

Liberty Mutual will acquire Safeco 
Hands across the border 

The Sitkins Group teams up with Canada’s 

Bauman Consulting to create Sitkins International 
Expanding regional reach 

Liberty Mutual integrates Ohio Casualty; next up: Safeco 
Building on strength 

Multi-pronged growth strategy drives Burns & Wilcox to new heights 
All systems go 

MarshBerry powers up to drive agency growth 


Managing domestic risk 

Chubb helps affluent policyholders deal with the risks of employing domestic help 
PF&M at a Glance—Mobile homes 
What do Gen Y buyers really want? 

PIA National's consumer panel probes the preferences of young consumers 
Customer Service Focus—Building relationships 
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Commercial auto provides nearly $30 billion in premium 

Small and middle market businesses account for nearly 95% of the total January 
Powering up 

Wholesaler Nielson Hurtado is a one-stop shop for power distribution risks Elisabeth Boone, CPCU January 
Commercial vehicle market 

Trucking industry has critical questions, coverage issues to consider Larry G. France January 
Insuring recalls of unsafe products 

Significant loss potential requires close attention of manufacturers, distributors Phil Zinkewicz January 
Trucking goes high-tech 

United Brokers capitalizes on tech advances in trucking industry Phil Zinkewicz January 
Bringing in the votes 

AIG product protects political campaign committees Phil Zinkewicz February 
PF&M at a Glance—Physicians, surgeons and dentists professional liability insurance February 
Committed to contractors 

Bituminous brings underwriting savvy and risk control 

expertise to specialty contractor niches Elisabeth Boone, CPCU February 
Contractors market—Residential & commercial 

Hopeful predictions, product enhancements, ongoing challenges 

are in store for contractors in 2008 Larry G. France February 
Specialty contractors represent nearly $20 billion in premium 

Framing contractors, followed by siding contractors, are 

predicted to have the strongest growth February 
In the know on E&O 

How an agency audit can keep problems from turning into claims Elisabeth Boone, CPCU March 
Life on the water runs in their blood 

Underwriters’ boating experience runs deep at Maritime General Agency Edward O’Hare March 
Niche marketing with a bounce 

Purchasing group serves growing market for rented inflatables Phil Zinkewicz March 
Recreational vehicles 

Land and water Larry G. France March 
Marine rates continue to drop March 
What floats your boat? 

Classic car specialist Hagerty traces its roots to a collector boat program Elisabeth Boone, CPCU March 
Here and abroad 

PLUS D&O Symposium eyes overseas exposures, U.S. subprime crisis Phil Zinkewicz April 
Special Section— AAMGA April 
Special events promotions and weather 

Creativity is the key Phil Zinkewicz April 
Specialty supermarket 

Wholesaler WKF&C combines a broad appetite with high-tech savvy Elisabeth Boone, CPCU April 
The social services market offers strong growth 

The market has 1.2 million enterprises generating $3.3 billion in premium May 
Insuring nonprofits 

Hard market inspires entrepreneur to form carrier for nonprofits Phil Zinkewicz May 
Social services market faces growth challenges 

Risk management becomes more important as nonprofits face decrease in funding Phil Zinkewicz May 
Bed & breakfasts—A growing niche 

Demographic, economic trends favor the quaint hospitality of B&Bs and country inns Edward O'Hare June 
Hospitality: An $8.7 billion market June 
Today's special: Soft market 

Restaurants, bars and other hospitality markets make the best of what's on the menu Phil Zinkewicz June 
Small business market underserved in EPLI 

Hartford Steam Boiler product meets need Phil Zinkewicz July 
EPLI offers opportunity for growth 

Market penetration remains under 20% of operating locations July 
Tough market 

Both competition and claims are on the rise Phil Zinkewicz July 
Specialty supermarket 

London American's experienced underwriters provide foundation for growth Elisabeth Boone, CPCU July 
‘Pay for play” market softens 

More choices for businesses catering to active recreation enthusiasts Phil Zinkewicz August 
Covering all the bases 

Amateur and recreational sports are big business for Philadelphia Insurance Elisabeth Boone, CPCU August 
Tackling the tough risks 

Amerisafe specializes in underwriting high hazard comp Dennis H. Pillsbury August 
Workers comp 

It’s all good news ... well almost all Dennis H. Pillsbury September 
Into the wild blue yonder 

Aviation market offers opportunities for agents, brokers nationwide Dave Willis September 
Taking flight 

Nason Associates helps retailers take off with aviation business Elisabeth Boone, CPCU September 
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PF&M at a Glance—Lawyers-in-house counsel 
Special Section—21st Annual PLUS International Conference 
A different sort of soft market 
Professional liability market segments have unique reactions to market conditions 
Leading the way in health care liability 
CNA HealthPro uses hyper-specialization strategy 
to serve a diverse and changing market 
Real estate-related classes generate 64% of E&O premiums 
Protecting the exposures of security guards 
Expansion of job descriptions presents growth opportunities and challenges 
Smart solutions for security risks 
The Mechanic Group is a leader in the challenging market 
Investigation and security businesses show strong growth 
Soft market redux 
Surplus lines leaders predict an end to the softness, but disagree as to when 


Dealing with data breaches 
Hartford Steam Boiler works with carriers to enhance policies 
with protection for loss of personal information 
Walk the talk 
Three agents highlight how adopting real time business processing 
made their already successful agencies better 
Agency Marketing Technology—Using social networks to market 
Industry specific 4-1-1 
First Research provides a suite of critical-knowledge sales tools 
Agency Marketing Technology—A conversation with young agents 
Leads and more 
InsWeb’s Agentinsider platform provides agents with a new source for 
online leads and other tools to enhance their online presence 
Automated marketing redefined 
eSemc.com marketing toolkit helps agencies generate 
sales opportunities and manage the process 
Ready answers 
Applied Systems users applaud arrival of claims download capability 
Quietly gaining market share 
These agency management system vendors may not be on everyone's 
radar, but their longevity suggests the systems are worth looking for 
Agency Marketing Technology—Using craigslist to find new staff 
Net impact 
Using the Web to find new business 
Is VoIP the answer? 
Internet telephone solutions can offer increased productivity, decreased costs 
Enhancing the client connection 
SilverPlume solution helps agency to retain and grow 
Building for the future 
Alignment, accountability and execution become 
the watchwords for the reinvented Applied Systems 
Insights on training 
Principals need to look inside their agency for trainers 
A company of firsts 
Computers by Design offers a document management solution to agencies of all sizes 
Avoiding the “oops” 
OneApp Agency software helps firms manage licenses, contracts and more 
Create a “service experience” 
MyWave Elements enables agencies to craft branded, customized Web portals that 
provide commercial clients online access to data, resources and service 
Thinking green, going green, saving green 
“E-cycling” obsolete technology helps the environment, needy 
organizations and the bottom line 
Think small 
Insurance and nanotechnology—welcome to the future 


Political action by committee 

Industry PACs help keep insurance issues top of mind with legislators 
The battle of the ages still rages 

Should McCarran-Ferguson be scrapped in favor of an optional federal charter? 
A burning potential 

Industry must be vigilant as subprime fallout spawns increased incidents of arson 
Short on title, long on content 

The idea of the OFC generates much discussion on both sides 
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